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CO’s  Corner 


I believe  the  Marine  Corps  Recruiting 
Service  and  the  6th  District  owes  its  long  term 
success  to  a variety  of  U.S.  Marines.  Whether 
you  start  with  the  planners  of  “the  system,”  the 
Career  Recruiters  and  NCOICs  who  have 
supervised  that  process  over  the  years,  or  the 
many  strong  Marine  canvassing  recruiters  who 
entered  the  arena  and  won  the  battle.  Recruit- 
ing was  built  on  individual  achievement.  Re- 
cruiting remains  successful  through  individual 
achievement.  The  hard  work  and  successes  of 
individuals  who  inevitably  must  go  one-on-one 
on  the  “battlefield”  make  up  the  team.  The  team 
is  only  as  successful  as  the  leaders  who  step 
forward  and  choose  to  fight  and  win. 

Meritorious  promotions  have  been  re- 
turned to  the  Commanding  General.  The  last 
couple  of  years  they’ve  been  sparse.  With 
quotas  again  held  by  the  CG,  the  opportunities 
for  meritorious  promotion  to  staff  sergeant  and 
gunnery  sergeant  will  get  much  better.  Consis- 
tent strong  production,  with  high  quality  and 
high  quality  control  based  upon  hard  work  and 
integrity  will  be  the  keys  for  success  and  meri- 
torious promotion. 

I’d  like  to  recognize  some  special  quality 
control  efforts  this  month.  Three  MEPS  Liai- 
son teams  had  a “perfect”  month  in  November. 
Congratulations  to  SSgt.  Lenoir,  MEPS 
Knoxville  (RS  Nashville),  SSgt.  Gay,  MEPS 
Jackson  (RS  Montgomery),  GySgt.  Lawrence 
and  SSgt.  Flowers,  MEPS  Raleigh  (RS 
Raleigh). 

These  MEPS  Liaisons  working  with  the 
NCOIC’s  they  service  and  sometimes  with  re- 
cruiters had  zero  FECs  and  zero  administrative 
discrepancies. 

This  means  the  applicants  that  worked 
with  these  Marines  started  clean  at  MCRD  and 
have  an  enhanced  opportunity  to  graduate  as  a 
result  of  good  work  from  the  recruiter,  to 
NCOIC,  to  MEPS  Liaison  to  MCRD. 

As  FY’92  goes  into  full  stride,  a "well 


done"  goes  to  the  Marines  of  RS  Nashville  as 
the  RS  of  the  month  for  November.  The 
“Volunteers”  were  followed  closely  by  RS 
Raleigh  and  RS  Ft.  Lauderdale.  Year  to  date 
(October  and  November)  Ft.  Lauderdale  holds 
a slim  lead  over  Nashville  with  Montgomery 
and  Orlando  close  behind. 

Recruiters  who  work  hard  and  enlist  only 
the  “Good  Guys”  will  reap  the  benefits  of  PME 
opportunities  and  quality  time  with  family  and 
friends.  It  still  takes  planning,  hard  work,  using 
the  system  and  motivation.  What  goes  around 
comes  around. 

Merry  Christmas.  Be  careful.  Take  care 
of  yourself,  your  family  and  your  fellow  Ma- 
rines. 


Semper  Fidelis, 


Marines  wishing  to  write  MSgt. 
Robert  D.  Owens  can  do  so  at  this  ad- 
dress: 

MSgt.  Robert  D.  Owens 
545  Gardendale  Dr. 

Montgomery,  Ala.  36110 
(205)  244-1374 


December  1991 
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Higher  Education  in  Demand 


Story  by  Cpl.  Edward  Rivera 

PAANCO,  RS  Fort  Lauderdale 


"To  compete  you  have  to  be  strong. 

To  win  you  have  to  be  smart.”  These  are  the 
words  of  today’s  Marines,  and  with  current 
technology  coupled  with  increasing  budget 
cuts,  a lighter,  smarter,  more  efficient  force 
will  be  expected  in  the  future. 

The  necessity  to  be  competitive  against 
the  world’s  forces  is  leading  to  fierce  compe- 
tition within  the  Corps.  Professional  Military 
Education  will  be  a major  factor  for  Marines 
to  remain  competitive  with  one  another. 

At  RS  Fort  Lauderdale,  recruiters  have 
taken  up  the  challenge  to  take  advantage  of 
programs  available  to  enhance  their  career. 
One  method  is  through  the  Marine  Corps 
Institute  courses,  in  which  some  members  of 
the  Recruiting  Station  have  been  taking  a 
stronger  interest. 

“At  this  time  we  currently  have  more 
than  30  Marines  enrolled  in  Marine  Corps 
Institute  courses,”  said  Staff  Sgt.  Robert  H. 
Harvey,  the  RS  Training  NCOIC.  “This  is 
about  three  times  more  than  last  year.” 

According  to  Harvey,  the  decrease  in 
the  contracting  mission  and  the  importance 
of  successfully  completing  PME  courses  has 
motivated  recruiters  to  take  advantage  of  the 
available  PME  programs,  like  the  NCO 
School  and  Staff  NCO  Academy. 

But  that’s  the  beginning.  A handful  of 
recruiters  have  recently  re-taken  the 
ASVAB,  not  only  to  measure  how  they’ve 
improvement  since  their  enlistment,  but  to 
increase  their  score  to  make  them  more 
competitive. 


“I  needed  to  re-take  the  ASVAB  in  order  to 
increase  my  EL  (electrical)  score  so  that  I could 
apply  for  the  Warrant  Officer  Program,”  said  SSgt. 
Robert  J.  Organo,  RSS  West  Palm  Beach  re- 
cruiter. “The  way  I see  it,  re-taking  the  test  can 
only  improve  my  score  so  I may  further  enhance 
my  career.” 

In  recruiting,  the  quality  standards  for  re- 
cruitment keep  getting  tougher,  and  it  is  no  differ- 
ent in  the  fleet.  “For  Marines  continuing  their 
careers,  professional  development  is  going  to  play 
a major  roll  and  it  will  have  more  impact  as  Ma- 
rines climb  the  rank  structure,”  said  GySgt.  Kris  E. 
George,  RS  pool  coordinator. 

“It’s  getting  tough  and  in  order  to  move  up- 
ward, Marines  will  need  to  keep  learning  and 
mastering  the  skills  necessary  to  make  the  individ- 
ual Marine  a contributing  asset  to  his  or  her  unit 
and  to  the  Corps.” 
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Jeffries  Ranks  First  in  District 


TOP  RECRUITER-Sgt.  Boyd  K.  Jeffries,  RSS  Cocoa  claimed  this 
years  top  recruiter  honor  for  6th  MCD. 


Story  and  photo  by 
SSgt.  Rudy  Hernandez 

PAANCO,  RS  Orlando 


Webster’s  dictionary 
should  have  his  picture  next 
to  the  word  Marine.  He’s  got 
the  look:  squared-jawed,  high 
and  tight  haircut,  his  eyes 
intense  and  focused,  and  he’s 
in  superb  physical  condition. 
He  scores  a perfect  300-points 
on  the  physical  fitness  test- 
consistently.  Ah  yes,  he’s  self- 
assured  and  even  a little 
cocky  too.  He’ll  tell  you  so. 

But  more  important 
than  his  physical  attributes, 
“He’s  an  outstanding,  well- 
rounded  Marine,”  says  SgtMaj. 
James  E.  McKnight,  the  RS 
Orlando  Sergeant  Major. 

Sgt.  Boyd  K.  Jeffries,  a 
recruiter  from  RSS  Cocoa, 
has  been  selected  as  the 
Recruiter  of  the  Year  for  the 
Eastern  Recruiting  Region,  as 
well  as  the  6thMCD  and  RS 
Orlando,  Recruiter  of  the 
Year. 

“My  boss  realized  I had 
the  opportunity  to  win  and 
after  a couple  of  days,  I 
decided  to  go  for  the  gusto.” 
During  the  last  quarter, 

Jeffries  contracted  26  future 
Marines. 

However,  before  the  last 
quarter,  he  had  been  a consis- 
tent and  productive  recruiter. 
In  the  past  year,  he  has  writ- 
ten a total  of  56  contracts  in 
ten  months  and  had  only 


three  DEP  discharges.  He  is  a 
5.30  net  production  recruiter. 

His  alpha  percentage  is  84  per- 
cent (net)  or  50  of  his 
56  contracts  were  III  Alphas. 

“Recruiting  is  extremely 
competitive  and  it  feels  good  to 
be  top-dog,  but  come  Oct.  1,  it’s 
like  Janet  Jackson  says,  ‘What 
have  you  done  for  me  lately.’ 

You  have  to  do  it  all  over 
again." 

But  Jeffries  didn’t  do  it  by 
himself.  “My  boss,  MSgt.  George 
Austin,  provided  a lot  of  guid- 
ance. And  I couldn’t  have  won 
this  thing  without  LCpl.  Roy 
DeYoung,  a recruiter-aide.  I 
showed  him  what  to  do  and  he 
busted  his  hump  like  a Marine  is 
expected  to  do. 


Another  person  respon- 
sible for  my  success  was  my 
wife  Ana.  She  rode  the  emo- 
tional roller  coaster  with  me. 
Aside  from  her  full  time  job  as 
a corporate  secretary,  she  took 
it  upon  herself  to  learn  re- 
cruiting from  my  boss  so  she 
can  better  understand  what  I 
was  up  against.  ” 

With  the  slight  reduction 
in  procurement  for  the  new 
FY,  Jeffries  can  take  a little 
breather.  “I  am  forced  to  take 
a break!  But,  since  I have 
always  maintained  a strong 
pool,  it  shouldn’t  effect  my 
work  to  much." 


December  1991 
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Story  and  photo  by  SSgt.  Alfred  Biggs 

PAANCO,  RS  Raleigh 


It  started  off  as  a chilly  winter  day  with  a 
mild  breeze  stirring  as  the  17th  Smithfield- 
Selma  Senior  High  School  Annual  JROTC 
Drill  Meet  was  about  to  begin. 

There  were  12  Marines  among  35  judges 
from  the  nearby  recruiting  offices.  A total  of 
23  high  school  JROTC  units  representing  each 
branch  of  service  participated  in  the  meet. 

They  came  from  as  far  away  as  North  Myrtle 
Beach,  S.C. 

Chief  Ed  Wilson,  Associate  Naval  Sci- 
ence Instructor  for  the  Smithfield-Selma  Naval 
JROTC  Unit,  has  been  with  this  unit  since 
1977.  According  to  Chief  Wilson,  having  each 
of  the  services  represented  helps  to  bolster  the 
competition.  He  said  the  students  like  having 
the  other  services  there  because  they  have  an 
opportunity  to  see  different  routines  and  to 
show  off  their  routines  to  the  others.  “It  also 
gives  them  an  opportunity  to  see  the  difference 
in  grading  techniques  form  the  judges.” 

Sgt.  David  L.  Lyon,  RSS  Raleigh,  N.C.,  is 
the  Marine  who  works  Smithfield-Selma  Senior 
High  School.  He  said  that  providing  judges  for 
this  event  is  a great  opportunity  to  show  sup- 
port for  the  JROTC  Programs,  not  only  for 
Smithfield-Selma  Senior  High,  but  for  all  of 
the  schools  that  participate.  “As  recruiters,  we 
generally  see  the  members  of  the  units  at  their 
school  when  we  make  our  visits.  This  gives  us 
a chance  to  see  them  in  competition  and  show 
that  we  support  them.” 

The  competition  was  keen  in  each  of  the 
21  events,  but  at  the  end  of  the  day,  the  South 
Point  High  School  Naval  JROTC  Unit  from 
South  Point,  N.C.  had  captured  the  trophy  for 
overall  winner.  They  placed  first  in  six  events, 
second  in  two  events  and  third  in  four  events. 


DRILL  COMPETITION -Cpl.  Michael E.  Barnes, 
recruiter  aide  for  RSS  Durham,  judges  AFJROTC 
Southern  Wayne  High  School  in  the  Armed  Forces 
Fancy  Drill  Competition. 


JROTC  Units  Compete  in  Drill 
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RSS  Lawrenceville 


Story  by 

Sgt.  Timothy  D.  Seelbach,  Sr. 

PAANCO,  RS  Macon 


uDuluth  changed 
their  location,  name  and 
habit  this  month,”  said  RS 
Macon  Commanding  Officer, 
Major  Thomas  E.  Gregory  in 
a November  SITREP  (situ- 
ation report). 

He  was  referring  to  RSS 
Duluth,  formerly  RSS  Law- 
renceville. Lawrenceville 
Marines  conducted  an  exodus 
from  Lawrenceville,  Ga.  to 
Duluth,  Ga.  on  Nov.  1 and  for 
the  first  time  in  recorded 
history,  according  to  the 
SITREP,  they  closed  out 
early. 

“The  new  location  places 
recruiters  closer  to  schools 
and  enhances  visibility,”  states 
Gregory. 


“Lawrenceville  was  just  a 
dead  area,”  claims  GySgt. 
Richard  D.  Carlyle,  NCOIC 
RSS  Duluth.  “Office  traffic  was 
minimal  and  those  who  walked 
in  weren’t  qualified." 

Office  traffic  at  Duluth  is 
180  degrees  in  the  other  direc- 
tion, according  to  Carlyle  who 
boasts  two  walk-in  contracts 
during  their  first  month  in  the 
new  location. 

“The  office  is  in  a much 
more  visible  area  now,”  Carlyle 
says  of  his  new  location  a block 
from  the  Gwinnett  Place  Mall. 
“People  see  the  new  office  and 
stop  in  just  to  say  hi.” 

Being  in  a more  lucrative 
part  of  their  area  makes  can- 
vassing, home  visits,  high 
school  visits  and  recruiting  in 


FUTURE  MARINE -Sgt.  Elmer 
C.  Daniels,  Jr.  speaks  to  future 
Marine  Neal  Clontz  at  RSS  Du- 
luth. (photo  by  SSgt.  Kennel  n M. 
Dvorak) 


Relocates 

general  much  more  convenient 
for  Duluth  recruiters  according 
to  Gregory. 

“The  move  from  Law- 
renceville placed  the  RSS 
closer  to  the  center  of  the 
area’s  population,”  Gregory  says. 

But  high  office  traffic  isn’t 
the  only  benefit  Carlyle  and  his 
Marines  have  seen  since  the 
move.  “The  quality  in  this  area 
is  much  higher.  It’s  definitely  a 
much  better  recruiting  environ- 
ment,” Carlyle  says. 


December  1991 
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New  SgtMaj.  Assumes  Billet  at  6th  MCD 


Stoty  and  photos  by 
Cpl.  Sandy  Prevatt 

6tli  MCD  Public  Affairs  Office 

A post  and  relief  cere- 
mony was  held  here  Dec.  3,  as 
SgtMaj.  L.  A.  McNemar  be- 
came the  new  sergeant  major 
of  6th  Marine  Corps  District. 

SgtMaj.  McNemar  took 
over  from  SgtMaj.  M.  J. 
Haddock,  who  retired  after  30 
years  of  service,  of  which  his 
last  three  were  here  as  the 
district  sergeant  major. 

SgtMaj.  McNemar,  a 
native  of  Gypsy,  West  Va. 
enlisted  in  the  Marine  Corps  in 
1967  as  a machine  gunner,  and 
was  the  former  sergeant  major 
of  RS  Montgomery  from  1985- 


1988  and  RS  Macon  from 
1990  to  1991. 

“Becoming  the  sergeant 
major  of  the  district  has  been 
a goal  of  mine,”  said  SgtMaj. 
McNemar.  “Here,  your  lead- 
ership ability  is  tasked  to  the 
maximum,  to  where  its  almost 
like  being  in  combat,  because 
of  the  everyday  battles  that 
we  encounter.” 

SgtMaj.  McNemar  also 
said  that  it  gives  him  the 
opportunity  to  take  a closer 
look  at  the  future  Marines 
enlisting  in  the  Marine  Corps 
today,  because  what  we  enlist 
today  is  the  Marine  Corps  of 
tomorrow. 

“I  believe  that  the  non- 
commissioned and  staff  non- 


commissioned officers  out  on 
recruiting  duty  are  the  finest 
the  Marine  Corps  has  to  offer,” 
SgtMaj.  McNemar  said.  “They 
have  the  knowledge  and  know 
how  to  get  the  job  done.” 

“Any  Marine  from  6th 
District  can  feel  free  to  talk  to 
me  and  use  me  as  a sounding 
board.  Their  ideas  are  impor- 
tant and  can  be  used  to  assist 
fellow  Marines.  My  time  is 
their  time,”  said  SgtMaj. 
McNemar. 
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Top  left  — MSgt.  Charles  L.  Russell  leads  the 
platoon  commanders  and  guideon  bearers  during 
the  Post  and  Relief  ceremony.  Top  right-SgtMaj. 
L.  A.  McNemar  accepts  the  sword  from  Col.  James 
T.  Luken,  Jr.,  commanding  officer  of  6th  MCD. 
Bottom  right— Col.  Luken  gives  a farewell  hand- 
shake to  retiring  SgtMaj.  M.  J.  Haddock. 


December  1991 


9 


Freeman  Backs  Up 
Recruiters  Words 


Stoty  and  photo  by  Sgt.  Leah  Gonzalez 

PAANCO,  RS  Montgomery 

uAnd  if  you  qualify,  I can  guarantee 
your  job  in  writing  before  you  leave  for  recruit 
training...” 

This  point  is  probably  one  of  the  most 
used  sales  tools  recruiters  have  at  their  dis- 
posal. However,  if  that  statement  isn’t  backed 
up  with  action,  a lot  of  recruiters  would  lose 
their  credibility. 

The  man  at  RS  Montgomery  who  backs 
up  the  recruiters’  guarantee  is  GS-5  Bill 
Freeman,  ARMs  (Automated  Recruit  Man- 
agement) operator. 

“I  input  into  the  system  all  personnel 
who  enlist  or  are  on  their  way  to  becoming 
commissioned  officers,”  said  Freeman.  “I  also 
maintain  their  records,  get  their  jobs,  ship 
them  to  training  and  maintain  weekly  and 
monthly  reports.” 

However,  probably  most  important  to 
recruiters  and  their  applicants  is  the  fact  that 
Freeman,  a Decatur,  Miss,  native,  reserves  a 
future  Marine’s  job. 

Basically,  once  it’s  decided  what  the 
future  Marine  wants  and  is  qualified  for, 
Freeman  goes  to  work  on  his  computer  and 
telephone  to  ensure  that  job  is  reserved. 

“If  I can’t  get  it  through  the  slots  allotted 
to  the  District,  then  I try  to  get  one  through 
the  slots  that  are  available  at  Marine  Corps- 
wide level.  If  there  is  a job  opening,  I get  it 
reserved  and  then  get  that  person  into  the 
system  as  soon  as  possible.  I never  promise  a 
job  unless  it’s  reserved.” 

“Mr.  Freeman  provides  very  timely  and 
accurate  program  availability,”  said  Capt.  Brian 


GUARANTEED  MOS— Bill  Freeman  backs  up 
recruiters’  words  by  ensuring  that  future  Marines  are 
given  their  guaranteed  MOS. 


Oliver,  Operations  Officer.  “He’s  been  in  the  RS 
for  nine  years  which  provides  us  with  a great 
deal  of  stability  and  continuity.” 

Freeman  was  the  first  ARMs  operator  in 
the  District  to  update  the  5022,  also  known  as 
the  deuce,  on  a daily  basis.  This  provided  the 
District  with  more  up-to-date  information  more 
accurately. 

“And  because  of  this,  the  District  recently 
required  a daily  update  from  each  RS.  Mr. 
Freeman  is  more  than  willing  to  work  late  if  it’s 
essential  to  the  mission  and  he  has  a very  good 
understanding  of  contract  placement  and  the 
overall  recruiting  effort,"  said  Oliver. 

However,  Freeman  thinks  about  his  job  on 
a more  personal  basis,  “I  just  really  like  talking  to 
everyone.  There’s  a lot  of  good  people  to  work 
for  and  with  around  here.  It’s  a good  family-like 
atmosphere.” 
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Brother  and  Sister  Accept  Challenge 


Story  and  photo  by  Sgt.  John  C.  Saris,  Jr. 

PAANCO , RS  Nashville 


Shane  and  Vicky  have  been  friends 
practically  since  birth.  Most  would  consider 
them  “best  friends,"  and  for  good  reason. 
They  have  shared  almost  every  important 
event  in  their  lives  together  and  now  to  top 
them  all,  they  have  enlisted  in  the  United 
States  Marine  Corps  together. 

Shane  Laninghame,  age  19  and  his 
sister  Vicky,  age  20  are  from  Falkville,  Ala. 
They  were  recruited  by  Sgt.  Clarence  Bying- 
ton,  of  RSS  Decatur,  Ala. 

They  shipped  off  to  MCRD  Parris 
Island  together  Nov.  19,  but  they  were  not 
recruited  at  the  same  time. 

“I  had  always  planned  on  going  into  the 
military  after  high  school  but  the  Marine 
Corps  wasn’t  my  first  goal.  The  reason  I 
changed  my  plan  was  because  of  the  change 
in  my  brother  that  occurred  while  he  was  in 
the  Delayed  Entry  Program,”  said  Vicky. 

Shane  had  to  gain  30  lbs.  to  qualify  for 
enlistment  and  with  the  help  of  Byington,  did 
it  without  getting  fat.  Vicky  also  noted  a 
change  in  his  maturity  and  general  outlook 
that  she  found  impressive. 

“We  have  always  been  very  close  and 
rivalry  never  found  its  way  into  our  lives. 
When  Vicky  told  me  that  she  was  thinking 
about  enlisting  the  the  Marines  I couldn’t 
look  at  it  as  competition.  I immediately  told 
her  to  ‘go  for  it’,”  said  Shane. 

When  Vicky  enlisted  she  was  given  a 
different  ship  date  than  her  brother.  Neither 
really  cared  that  they  weren’t  going  to  boot 
camp  together  at  the  time,  but  they  just 
wanted  to  go  as  soon  as  possible. 

GySgt.  Ronald  Bishop,  NCOIC  of  RSS 
Decatur,  Ala.,  found  an  opportunity  for  the 
siblings  to  ship  together  and  offered  Vicky 
the  same  date  as  her  brother. 


TAKING  THE  OATH -Shane  and  Vicky 
Laninghame  swear  in  just  prior  to  leaving 
for  hoot  camp. 


“I  told  the  Gunny  that  I’d  have  to  talk  to 
Shane.  I didn’t  want  Shane  to  feel  as  though  I 
might  be  trying  to  babysit  my  little  brother,”  said 
Vicky. 

Shane  found  the  offer  as  exciting  as  his  sister 
did. 

“We  realize  that  we  probably  will  not  see 
each  other  during  boot  camp,  but  just  knowing 
that  the  other  is  there  and  going  through  the  same 
experience  will  help  us  finish,”  said  Shane. 
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Contact  Team  Tips 


NCOIC  TRAINING  - - Future 
NCOIC  from  RSS’s  visited  6th 
MCD  for  a training  class.  Bot- 
tom row  (l-r)  GySgt.  James  R. 
Lindsey,  Jr.,  GySgt.  Clifton  L. 
Smith,  SSgt.  Mark  A.  Pierce,  SSgt. 
Andrew  M.  Miller,  Sgt.  Jeffery  E. 
Clark,  SSgt.  Jose  R.  Gonzales. 
Top  row  (l-r)  SSgt.  Tony  B. 
Williams,  GySgt.  Stafford  Scott, 
GySgt.  Benjamin  Renfroe,  GySgt. 
Joseph  E.  Phillips,  SSgt.  Charles 
R.  Patton,  and  GySgt.  David  P. 
Lewis,  (photo  by  SSgt.  Kenneth 
M.  Dvorak) 
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Learn  How  to  Break  the  Ice 


By  MGySgt.  Lee  Bailey 

6th  MCD  Contact  Team 


uHi,  I’m  Sgt  Smith  with  the  Ma- 
rines. I was  just  passing  by,  so  I just  dropped 
in  Will  that  opening  line  get  the  prospect’s 
attention?  Probably  not. 

Frequently,  recruiters  fail  to  distinguish 
between  two  totally  different  but  related  ways 
to  gain  a prospect’s  undivided  attention. 

- Breaking  the  Ice 

- Power  Opening 

BREAKING  THE  ICE.  Most  of  our  sales 
interviews  begin  with  comments  about  sports, 
weather,  school  or  some  other  trivia  (break- 
ing the  ice).  If  you’ve  never  met  the  prospect 
before,  this  small  talk  serves  as  an  ice- 
breaker. After  a few  minutes  of  non-selling 
talk  the  prospect  becomes  relaxed  and  more 
receptive. 

In  most  situations  good  topics  for 
breaking  the  ice  can  be:  a personal  interest 
of  the  prospect,  a comment  about  the  pros- 
pect’s school  or  work  place,  or  a comment 


about  something  you  and  the  prospect  may  have 
in  common. 

POWER  OPENINGS.  Once  you  feel  that  the 
prospect  is  relaxed,  prepare  to  start  your  sales 
interview  with  a General  Benefit  Statement, 
open/closed  probe  or  some  action  which  will  get 
the  prospect’s  attention.  While  the  ways  to  open 
the  interview  are  only  limited  by  your 
imagination,  here  are  some  proven  examples  of  a 
general  benefit  statement: 

“ Robert,  Marines  are  assured  of  a steady 
paycheck  with  raises  , which  can  give  them  and 
their  the  family  financial  security  that  they  de- 
serve.” 

"Robert,  as  you  know,  finding  a job  today  is 
hard,  especially  without  proper  training  and  work 
experience,  as  a Marine  not  only  can  you  receive 
top  of  the  line  skill  and  leadership  training,  but 
you’ll  also  have  work  experience.  Combined 
most  Marines  have  very  little  difficulty  finding 
work  after  a tour  in  the  Marine  Corps." 

The  importance  of  the  approach  requires 
preparation  and  practice.  Once  you  have  got  the 
prospect’s  attention  and  interest  you  can  move 
along  with  the  interview. 
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RAO  Notes 


Marketing  is  Major  Part  of  Recruiting 


By  Capt.  Doug  G.  Olsen 

6th  Marine  Corps  District 
Recruitment  Advertising  Officer 

As  you  all  know  recruiting 
is  selling,  and  to  be  an  effective 
in  sales,  you  must  know  how  to 
market  your  product.  A major 
part  of  marketing  is  advertising. 
You  may  ask  yourself...  what 
does  advertising  do  for  my 
product,  and  how  does  it  affect 
sales?  In  simple  terms,  advertis- 
ing maintains  or  increases 
awareness  of  your  product  to 
your  target  market,  16-21  year 
olds,  and  can  generate  leads  for 
follow-up  contact. 

Now  that  you  see  that  ad- 
vertising plays  a major  role  in 
the  success  of  selling  your  prod- 
uct, your  next  concern  will  likely 
be  getting  the  advertising  you 


need  to  assist  you.  This  is 
where  you  and  the  Public  Af- 
fairs/Advertising NCO  at  the 
RS  can  make  the  difference 
through  Public  Service  An- 
nouncement (PSA)  sales  calls! 

The  primary  purpose  of 
a PSA  sales  call  is  to  convince 
TV  and  radio  stations  to  play 
our  PSAs,  and  for  outdoor 
billboard  companies  to  post 
our  PSA  billboards.  It  may 
interest  you  that  one  30  sec- 
ond television  PSA  on  any 
given  evening  can  be  worth 
several  thousand  dollars  of 
free  advertising.  That’s  right 
FREE  !!  Furthermore,  imag- 
ine having  a Marine  Corps 
billboard  around  the  corner 
from  one  of  your  large  high 
schools  showing  our  message 
for  30  days  or  more. 


Now  what  to  do? 

-Contact  your  RS 
PAANCO  to  coordinate  a 
sales  call. 

On  a sales  call... 
achieve  the  following: 

* If  you’re  new,  introduce 
yourself  as  the  local  Marine 
Corps  representative. 

* Find  out  if  the  station 
has  received  our  public  serv- 
ice announcements. 

* Finally  and  most  impor- 
tant, sell  them  on  playing  our 
PSAs  or  posting  our  bill- 
boards. 

After  conducting  sev- 
eral PSA  sales  calls,  you  will 
find  that  the  most  gratifying 
aspect  is  that  they  are  fun, 
take  only  a few  minutes,  and 
can  have  a great  impact  on 
your  contracting  efforts. 
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Recruiter  Honor  Roll 


6 Contracts 

Sgt.  M.L.  Graham,  RSS  Florence,  S.C. 

5 Contracts 

*Sgt.  J.  A.  Nesci,  RSS  St.  Petersburg,  Fla. 

*Sgt.  S.  D.  Johnston,  RSS  Murfreesboro,  Tenn. 

4 Contracts 

GySgt.  N.  Blakley,  RSS  Jacksonville,  Fla. 

SSgt.  T.E.  Sipe,  RSS  Charlotte,  N.C. 

SSgt.  D.W.  Conklin,  RSS  Gastonia,  N.C. 

SSgt.  R.  M.  McQuiston,  RSS  Kennesaw,  Ga. 
SSgt.  C.  Bush,  RSS  Pensacola,  Fla. 

Sgt.  G.  N.  Grantham,  RSS  Columbus,  Ga. 

Sgt.  D.  K.  Rogers,  RSS  Dothan,  Ala. 

Sgt.  E.  D.  Mitchell,  RSS  Gulfport,  Miss. 

* Sgt.  G.  W.  McKaughan,  RSS  Mobile,  Ala. 

Sgt.  D.  N.  Driscoll,  RSS  Panama  City,  Fla. 


Sgt.  J.  Lyles,  RSS  Albany,  Ga. 

*Sgt.  G.  Smith,  RSS  Daytona  Beach 
Sgt.  J.  Schwalback,  RSS  Daytona  Beach 
Sgt.  M.  Chambers,  RSS  Savannah,  Ga. 

Sgt.  L.  Swearingen,  RSS  Gainsville,  Fla. 

*Sgt.  D.  J.  Acker,  RSS  Florence,  S.C. 

Sgt.  F.  L.  Floyd,  RSS  Augusta,  Ga. 

Sgt.  D.  R.  Bryant,  RSS  Jonesboro,  Ga. 

Sgt.  B.  J.  McNamara,  RSS  Spartanburg,  S.C. 
Sgt.  S.  Jackson,  RSS  Jacksonville,  N.C. 

*Sgt.  S.  J.  Tiedeman,  RSS  Winston-Salem,  N.C 
Sgt.  R.  C.  Martin,  RSS  Bradenton,  Fla. 

Sgt.  D.  A.  Garcia,  RSS  Hialeah,  Fla. 

*Sgt.  John  A.  Bailow,  RSS  Bradenton,  Fla. 

♦Denotes  Recruiter  of  the  Month 
(4  or  more  contracts  per  month) 


Parris  Island  Honor  Graduates 


Pit.  1112 

LCpl.  A.  R.  Williams,  Chatham,  Ga. 
Recruiter-SSgt.  J.  L.  Bell 


Pit.  1116 

LCpl.  G.  H.  Childs,  Jr.,  Alcorn,  Miss. 
Recruiter-Sgt.  D.  Norton 

Pit.  2113 

LCpl.  M.  Syphertt,  Jr.,  Newberry,  S.C. 
Recruiter-Sgt.  D.  E.  Quirk 

Pit.  3106 

LCpl.  P.  Marseilles,  Dade  City,  Fla. 
Recruiter-Sgt.  L.  Pineiro,  Jr. 

Pit.  3109 

PFC  C.  McQueen,  Hinds,  Miss. 
Recruiter-Sgt.  C.  A.  Johnson 

Pit.  3113 

LCpl.  E.  S.  Straughn,  Hillsborough,  Fla. 
Recruiter-Sgt.  E.  C.  Dominguez 

Pit.  4035 

LCpl.  A.  L.  Weissflach,  Franklin,  Tenn. 
Recruiter-SSgt.  K.  Wilson 
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Recruiter  ofjhe  Month 


RS  Nashville 

Sgt.  Scott  D.  Johnston  of  RSS  Murfreesboro, 
Tenn.  wrote  five  contracts. 

"I  set  an  action  plan  and  stuck  to  it" 

Primary  MOS:  Heavy  Equipment  Operator 
Hometown:  Greenville,  Tenn. 

Family:  Wife  Teri,  Joshua,  5 

RS  Macon 

Sgt.  Darren  Acker  of  RSS  Florence,  S.C.  wrote 
four  contracts,  shipped  three  recruits  toMCRD 
and  referred  six  NROTC  applicants. 


"Systematic  recruiting  works. 7 


Primary  MOS: 

Supply  Aminstration 

Hometown: 

New  Orleans,  La. 

Family: 

Wife  Dale  Alicia,  Darren  Jr., 

RS  Raleigh 

Sgt.  Stedman  J.  Tiedeman  of  RSS  Winston- 
Salem  had  four  contracts  . 


"Command  recruiting  was  instrumental  in 
my  success  this  month. " 


Primary  MOS: 

Musician  Saxophone 

Hometown: 

Hawthorne,  Fla. 

Family: 

Wife  Vickie,  Rebecca,  2, 

and  Aaron,  5 

RS  Ft.  Lauderdale 

Sgt.  John  A.  Bailow,  Jr.  of  RSS  Brandenton, 
Fla.  had  four  contracts. 


RS  Orlando 

Sgt.  Joseph  A.  Nesci  of  RSS  St.  Petersburg,  Fla. 
netted  five  contracts. 

"The  needs  of  the  RS  motivated  me  to 
overachieve. " 

Primary  MOS:  Aviation  Meterological  Tech. 
Hometown:  New  Hartford,  N.Y. 

Family:  Wife  Karen 


RS  Montgomery 

Sgt.  Gary  W.  McKaughan  of  RSS  Mobile,  Ala. 
captured  the  title,  netting  four  contracts. 

"I  was  persistent  and  honest  with  my  appli- 
cants" 

Primary  Mos:  Jet  Engine  Mechanic 

Hometown:  Snow,  Okla. 

Family:  Single 


RS  Jacksonville 

Sgt.  Gary  Smith  of  RSS  Daytona  Beach  closed 
with  four  contracts  . 

"Work  your  system,  don't  let  it  work  you!" 

Primary  MOS:  Ammuriition  Technician 
Hometown:  Kansas  City,  Kan. 

Family:  Wife  Teresa 


"Hard  work  and  constantly  working  with 
my  pool " 


Primary  MOS: 

Food  Service  Specialist 

Hometown: 

Miami,  Fla. 

Family: 

Wife  Katrina,  John  III,  5. 
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CMC  Christmas  Message 

At  this  time  of  the  year,  I extend  warmest  good  wishes  for 
the  happiest  of  holiday  seasons  to  all  who  wear  the  uniform  of 

a Marine.  To  the  sailors  who 
serve  with  us,  to  our  valued 
Marines,  and  to  the  families  of 
our  Corps. 

For  those  of  you  deployed 
from  home  and  family,  thanks 
for  manning  the  forward  out- 
posts so  that  we  at  home  can 
enjoy  the  happiness  and  free- 
dom of  the  season.  For  those  of 
you  fortunate  to  be  home  with 
family  and  friends  — savor  the 
peace  and  warmth  they  bring. 
To  all,  Merry  Christmas,  Happy 
Hanukkah,  and  best  wishes  for 
a Happy  New  Year. 

General  Carl  E.  Mundy,  Jr. 
Commandant  of  the  Marine  Corps 


